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Fake Private
DON'T work for wages;, start a private

bank. What? Tou have no capital?
Well, don't \<el a little thing liko that
trouble you. Capital isn't needed to
ßtnrtaprlvate bank, Inifact it Is super¬

fluous. All you need Is enough money or

credit to «secure tho furniture) necessary tollt
nn offlce-and pay for your printing; enough
to pay a month's rent, and (ho public will
do the rest. It will furnish all the capital
In. an unbelievably short limo. All you need
to dio Is to get the start, to get a place where
you«an keep money. Incidentally you must
be thoroughly dishonest and unscrupulous to
make a success at thlsîbuslncssi but, possess¬
ing those qualifications there Is no reason

except that the police'have been perniciously
active recently, whyanyone-should work for
a living.
Apparently In the longdist of fake get rich

quick give-us-your-moncy-and-wo'll-do-the-
rest concerns there is none that has more
plentiful, more remunerative, more easy
" graft " than tho private bank. The bucket
shops, the fake mining companies, the in¬
vestment comptantes, oll have to deal with
small amounts and the managing spirits
thereof must perform such arduous labor as

wrihing letters, signing bondö and " talking "

thoir stocks. The " president " of a private
bank sits back in,his luxurious leatherette
chnir, blows the sïnoke of a near Havana to
the roof of his palatial otflcc, and conde¬
scendingly accepts .the mite of the widow and
the capital of the small business man as de¬
posits In his bank.
People come to him with money in their

flstB and shove it at him, imploring that ho
will itake it end keep It for them, for ho Is
surrounded by the halo of awo with which
the great American public Jovcs to surround
tho name " banker.V Ho takes said money
and keeps It; how well ho kcepB it is testified
to by hundreds of angry;depositors who have
clamored for deposits made in just such
banks. He keops.lt' so well that no'one Is
able to get at dt but himself. Tho money is
safe with him and safe' for him. No one
will break in and steal nor will race-playing
cashiers abscond with the bank's fuhds, for
tho president will guard them with the care

and-,jealousy; of a man guarding his own.
+ * /-,,:.¦¦

No Real Money Is Needed.
The usual idea that it requires a large

amount- of capital to open a bank is sadly
shattered when the'amount of capital in¬
vested by a certain class ofprivate-banks
is known. Many trusting persons have
learned to thedr dismay that the "money they
so trustingly put into tho hands of private
bankers was placed In the hands of men who
liad JUttlo or no capital of their own, and who
were in nowlso the kind of men to bo trusted
with people's funds. They have learned,
now when it is too late, that tho chances for
tho return o£ their money ore decidedly slim.
But' these have-'been banks started on a
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more elaborato scale than Is the average pri¬
vate bank. The minimum Of capital and tho
ridiculous ease with which', .the dishonest
schemer may emoark In this business Is sur¬
prising, oven shocking. Capital enough to
pay for office furnishings, rent, and printing;
this Is practically .all that lsnecessary to
start a private bank. If there Is ailttln sur¬
plus left over to " make a showing with," so
much tho better for the swindler.'',,But this
Is not really necessary.: When'people come
to a bank to deposit money they.have, already
mado up their minds that the .Institution-a
safe. A stack of banknotes In the receiver's
enge will assure them, but they, will;.;, leave
their money wlthoutit, and ¿his is^the.'chief
aim of the bank promoter. ,;¦'

.* *

Cheaper Than Starting Grocery.
At the detective headquarters throughout

the country can be found records of banks
started on less money than it would,require
to open a first class grocery-store or a, saloon.
Generally the people who sufter'íróní'.theso

swindlers are of the poor foreign ciass;'\.the
banks being located in the foreign quarters
and often run by foreigners. In these in¬
stances the ".president " Is invariably a

countryman of the people he robs.
Tho man thus starting a bank has many

advantages to aid him Is hlB nefarious proj¬
ect. In. the. first place his acquaintanceship
among the peoplo of the foreign quarter Is
Büro to bo large. He speaks the tongue of
tho old country and easily gets the confidence
of the people whom he is ,to victimize. Ho
gets deposits easier than» does the man who

goes into the business downtown, and while
the deposits are possibly not so large, ho gets
more of them and needs less.capital to start
with, The foreigner usually is inclined to
.keep..his money about him, but when once
his. own people begin to deposit In;à bank ho
is apt to follow like sheep following a leader.
He is suspicious of the " American« bank,"
but trusts the bank of luis own.class im¬

plicitly. " '¦'¦;.'.
. *

Promise High Interest Rates.
The. ^'equipment, of these banks usually In

ridiculously oheap and small. Five hundred
dollars is often an excessive estimate of its
value. '.. There Is a big Iron safo, :Jh -plain
sight of everybody enterlngitho doors, a brass
rail, a teller'« Imposing desk; a few chairs,
tables,* anda glittering display of gilt, seals,'
and stationery. .-'¦ ¦'.:/.'¦¦.
The' depositor usually Is promised a.higher

rate of interest than,would be .glyen at any
responsible Institution, but It Is not this- that
attracts the ignorant and oreduloús.:|n. droves,
that make the life of the promoter one of
riches and ease. The Idea of finding security
for their accumulated savings with one of
their, own kind is the loadstone that brings
the'flfcvlngs out Of stockings, and from under
beds.and brings it to the safe of the privat«
bank. Some such private banks,'Vun in the
foreign quarter, ore entirely honest arid re¬

sponsible, yet the fact remains.that It. Is
among this ..class, of people that'tho princl-
pal sufferers frofn dishonest bankers are to
be found. ., »

When the deposits have reached an amount

satisfactory to the swindlers, or If the poll«
¦threaten an investigation, the depositors
come to the» bank some morning and And
t heir deposl ts and the banker gon e. There Is
one gang of Italians whohavo operated thus
In tho foreign quarters of several cities ot
the country, and always It Is the poor and
Ignorant who have suffered'by- their opera¬
tions, .''¦-.

'.¦' ft
How to WorK Bigger Swindle.

It, requires more capital to start .a, " bank "

downtown. Tho fixtures must be more or¬

nate, a staff must be employed, and the rent
Is, much higher, A thousand dollar's in cash,
however^ is a liberal-estimate of what the
"presidents" of some of these'Institutions

..have possessedV Here"It Is more difficult to
procure deposits.
Deposits often are received through e.gents

who spread the news of- the -new bank's
founding among acquaintances. Then there

^Is tho smooth talking young man, who gets
Into tho rural'districts and Interests deposit¬
ors with ^thc full Bounding name of the bank
he represents. Quite often tho men who
conduct them are those.whose name« hav»
been connected with deals of unsavory-na¬
ture, yet In spite of this, money pours In on
them. Not infrequently the deposits .foot up.
to $50,000 before thé crash comes, and this
often on a $1,000 total capital!
With the wide publicity given to eochin-

stance of a fake bank crash it would seem
that persons of average Intelligence should
flndbut something about a bank before plac¬
ing their funds In It, yet the list grows. The
assumption created Is that the penchant of
the public for playing with fire in matter»
financial Is In no wise decreasing.

Form Habit
ONE of the, first forms in which advice

on how ta succeed was first given to
the world contained the advice to be
Industrious.. Ever since then, when¬
ever that was, ri.t^' -.'«a advisers havo

harped on the "í,;.;,*);)!'; of cultivating the
spfclt of }7:.{:,r!Îï'.'}'i'í success is to.bo hoped

''Ï3'f/."'':i''jiô 'advice has grown Btale and bald
through.jr'-eh usage. And yet It remains, as
It ha"s alv,"ays been, ono of the best pieces of
advice that can be gJven the young man who
has his climb to tho top before him. It is tho
keystone on which the foundation for suc¬

cess In any ltne of endeavor must be begun.
Without it there is no beginning, without a

beginning therw never is an end. Tho young
lioan who begins to cultivate industry in tho
eoirly stages of bits career Is building well for
the days that aire to come. Ho is taking the
stepsito compel (success to come to him.
The clerk at his desk,«tho salesman at the

counter, or the mechanic at his latho listens
to\ this advice and wonders If it Is meant for

hlçp. From his point of view industry on his
- part is apt to look like a waste of effort. He
has Ws own'ilittle routine ofwork to do, there
is so much work to be done in his daily
duties.. -Thes.o duties are of such nature
that he doesn't need to bestir himself par¬
ticularly fast to complete them in the day.
Why Bhould he be any more industrious than
he íb? When he gets a promotion, where ho
will have a chance to make his efforts count,
then is when he «will'.begin to get really'ln- V.
dustrlous.

of Industry if You Would Succeed,
By Normaai Morris.

There are tlW'JSaTitfs ûf.,*noii dnlly fooling
thc-nselV.es with this klnd'of p'li.il.csophy, and
falling because of it. They refuso'to believe
that It Is neceBsary to be Industrious In tholr
first small positions. They " lay back"
then, saving their energy, possibly, or possi¬
bly, merely giving way to the Inclination to
be lazy. .Finally, If they are fortunate, they
got their promotion Into the positions where
their efforts will " really count." And tben
they wonder:why they are unable to be as

industrious aB thoy want to, and they stand
still or drop back into tho ranks, while the
man who wan Industrious from the begin¬
ning, tho-follow who made a habit of indus¬
try, goes-on and leaves them behind. >

The human animal Is above all the adaptive,
lhe:eastly trained of all creation. But training
it must have when It is to do anything tha't
Is full of rnro effort. A child who Is not
trained to eat with a fork will uso Its primi¬
tivo food handlers. Tho.brain that Is not
trained'to study is lost when confronted
with a.problem that requires considerable
applied thought. And the man who has
not trained hlmsolf well In the habit ofin¬
dustry from tho beginning Is lost whe,n ho
gets Into a place where greSt Industry Is
necessary to his advancement and success.

The. training of» keeping busy that a man

gets when ho Is at tho foot of tho ladder
etands by him and shoulders him on and on

after he has got. near the »top, and without It
he never gets to where the top may be seca

¦'-.* .*.

Motñy Failures Through H&blt.
One does not have to search far before ho

can find startling examples of this truth.
Every' large commercial Institution has its
specimen of, the noncompetent who Is a fall-
ure because of his lack oftho ability to be,,
industrious,. Probably tho greatest cause for
the condition of these men is the small " snap
Job." Tho man who has put In two or three
years at a " snap' ". and who has fallen into
the spirit'necessary to the proper apprecia¬
tion of said snap finds that ho has a hard
time to get along when he gets away from,
the snap and has to work hard and accept,
responsibility. The old habits of sitting with
empty hands and brain cling to him, and he

presently finds himself distanced by someone
to whom Industry is as the breath of life.
It must not bo supposed, either, that the

foregolngis true only among tho lower ranks,
nor In business life. The world Is full of men,
of unusual ability.artists, writers, lawyers,
and other professional men.who might be
leaders In their line if they were industrious.
Some of these are, of course, merely lazy.
Others neglected to cultivate Industry In tho
days when they were starting to climb. Th»i
habltof wasting time is strong upon them.
They could do .work that would bring them
fame and fortune. But they don't do it.
That's the difference. Some one else has less
ability, but they do tho work, and they suc¬
ceed. All men'who earnestly want to suc¬
ceed, no matter what their lino, no matter
how lowly or how; high tho position they
start in, are not Justilied In expecting or hop¬
ing for any success worthy of the name If
they fall to train themselves to be Industrious
as'they develop.

Raise Pay of-«Married Men
in Order to Save Money.

Bv O. Z. Newmeyer.
I "a1 F you are In business and want to have

| B and keep good employés and pay them
' H lower -salaries, on the average, than, at
A jiresent, offer each one that eels married

an increase!, of Ç5 à week In salary.
Any great employer of labor can afford to

V pay the man a Iff» a week Increase If ho Will
get married und then, In ten yeurs, the mar.
rled man's average salary will be lower than

I If he remained single. The wife and the $5 a
' week Increase, especially the wire, will an¬

chor the overage worker In his Job as long
as he can hold It, and utter he Is married he
will demand an Increase of salary only when

i forced to do it.
There is one big employer of lobpr In a big

western city who makeu a standing offer to
increase the salary of every man who draw»

\ over $18 a week by $5 on the day he gets
married. He figures that ho has saved tens
of thousands of dollars and maintained a

high standard among his workmen by this
I policy. He dots It ti» un economic proposi¬

tion, and he reveals flgurcs that show that
the man-led men In his establishment, aver¬
aged icr twelve years of scrvico each, ero

paid about $-'.25 a week less than the unmar¬
ried men who have been In the service the
same length of time.

* *
Married Mon Afraid of Jobs,

The explanation ho give» is that the mar¬
ried man, while hu muy ask for an Increase
In salary, seldom demands it, and still less
frequently makeu m Issue of the salary
question by giving the firm It» choice be¬
tween granting the Increase or accepting
his resignation. When the man assumes a

wife he grow« timid uljout losing hi» position,
end his' timidity* and tear increase in direct
ratio to 'the number of children born to
him.

"

"frequently," this-employer told me. "I
order the eala-ry of some married man in¬
creased after he has served, u» faithfully for
year» »Imply because I know ho never will

ftBk fer lt. The advance of S3 a week granted
'¦ when they aro married practically puts an

end to their increases in salary and their do-
; mauds for Increases until they nave enough

to be Independent of the work or until an-
other position is open to them,
"it is on odd fact, too, that nearlyall firms

prefer married men to single men as skilled
workers, because they aro steadier, less lia¬
ble to fly off at slight provocation, and much
less likely to start or help foster labor
troubles Inside tho shop, Tho firms seldom
offer jobs to married- men working else¬
where.simply beceuH» they don't see them,

" It seems a cold blooded proposition,
but we know that the $5 a week Increase
In salary is an Incentive to make the men

get married, and we know, and they do not,
that we save money by granting them that
Increase.

. *
Bachelors Get Best Pay.

" We have studied the salary lists for many
years back, taking the old employes and
watching their advances. The oneB that get

.married, wo find,, averaged about Sio a week
before marriage, the same as the general run
of young men In the ollice, When they were
married their average Jumped to about 921,
Millie the single ones remained at $1U. and
envied the married mon. Five years later, we
found the'married men were averaging about
122.50, and the single men, who Btarteil at
the same lime, were getting nearly $21, ami
at the end of twelve years' service wo discov¬
ered from the average salaries of twenty-
seven married men who had received thesj
Increase, and fourteen single men who start¬
ed with ilium In the office, the married men
were averaging about $28.25. and the single

.men |2ö..ü5. The single men, by demanding
increases when they felt they deserved! them,
had overcome the.advantage of ihe ?5.ad-
vanco'tond outstripped the married men who
had been afraid to demand uiorei money."

t-

Sample Man
THERE comes a.time In the life of every

young man with red blood in his veins
when ho Is filled with a strong desire
to get out of his present occupation or
environment and see the country.tour

the other parts of his United States,
Perhaps lie has been reading a-mory of ad-,

venture; perhaps the^boss has Just finished
calling Qilm down; o" perhaps the fluffy
haired oflico stenographer has been telling
him that he can be only one of her numerous
brothers.anyway,' one reason or another
prompts the average young man at a certain
period of his youth to leave homo,
That this deBire Is a natural and beneficial

oho was amply demonstrated once by a
writer, who told how he toured the country
when young, and what strong, success win¬
ning traits of character Buch a trip brought
out, Ho " rodo the bumpers " on freight
trains In the majority of cases, and generally
had a hard time of It,

'? *
How to Travel Comfortably.

This is the dangerous way in which many
young men get around the country, but there
is a way of traveling without cost which
loaves this common method far behind and at
t»ie samo limo starts ono In that most lucra¬
tive of careers.selling goods on the roud.
This Job 1b that of packer und assistant, to a
traveling man, a position which hundreds of
young men all over tho country aro holding.
Every traveling talesman who handles

clothing, hats, or other'bulky goods colling
for many kinds of samples enlists tho serv¬
ices of a packer or «omple man. This always
Is some bright youtlv who is either anxious to
learn the business or see the country, or both.
Ills duties are to pack and unpack all goods,
to attend to the checking of trunks and va-.
Uses, and to arrange foi« the transportation-
things which save all of the traveling man's
energies for the selling of the goods.
Theso positions pay $8 or $10 a week and all

hotel expenses, enabling it-youth to learn tho
business and. to fulfill his Inherent, natural
desire to seo tho country, Every hotel keeper
around the country, every " baggage smash¬
er," and every expressman Is fumlllar with
these young assistants.of the traveling man,
and tito tact and diplomacy with which some
of them smooth out traveling dlrTtcultles
stand them In good stead later on In life.

* '.>¦;.)
Good Chance to Rise,

Many of the best salesmen on the road re¬
ceived their early experiences in this man¬
ner, and the " old man " back In the whole¬
sale house always has his eyo on the young
assistants. They are the first to be given a
trial If a new man Is needed, and In ninety-
nine cases out of a hundred they make a suc¬

cess of selling goods from the start. In fact,
the b'uod nutured travellng.man often allows

.^%___H_n_<__B______i

by the Lightning System.
By J. MtS-lcolm Stewart.

VARIOUS lottere have.been received I
the writer for more information t
the subject of figuring profits on me

çhandlse. The ihformatton.deslred
an the method of figuring those proïl

In the' tvây most likely to avoid error, ar
unconscious losses, with the accompanyln
disaster that must-overtake those gropln
In tho dark. I contended thai the only wa
to arrive at»the proper percentage of prof
on'any commercial transaction was to ascoi

tain what proportion of the sale was, or woul
be, proflt, nover attempting to arrango th
percentage of gain by adding to the cost,
percentage of that ooit,.0Qual to the moun
of profit desired, or, In other words, tnaddln

'v 2d cents to a dollar, assuming you are maklni
a profit«of 2S per cent
Of course we all know that It Is difficult t

convince every one on any subject, and brlni
them all to one way of thinking. In a cas
like the one before me it probably would b
tho best way .out.of tho difficulty1 to refe
those In search of Information to the head o

the office in any large wholesale bouse. J
visit to any of these houses would, I think
furnish tho seeltor after Information wltl
plenty of it, all of which would b'e In favoi
of my contention. I would much like to sei
this matter brought before the public ai

largo moro forcibly than I ever could hopt
'to do It, for as one of my correspondents re¬

marks, "It Is a matter of the most Intense
/and vital Importance to the business"world,"
.'and, I might add, but little understood.

* *

Blander of Contracting* Plomber.
Only a fewdays ago an amusing case came

under my observation, going to show how
poorly armed for business is he who doesn't
¦understand this subject clearly. *,¦
A young business man.a plujaiber,: strange

as that may seem.was figuring 'oit.a con¬

tract. His labor and raw material, he fig¬
ured, would cost him in round ligures $500.
Wishing to make a profit ot 20'per cent, he
proceeded to add 20 per ceritjto;the'cost,
making his completebld $000. When he got
through I asked him how much, profit he

; would make at that rate if h-i-dld a, business
of $10,000. He answered with'a knowing
smile and triumphantly $2,000. ". I asked him
to apply the mode of reasoning, by which
he had reached -that conclusion to the bid
before him and'see If It would work, and his_
surprise when ho found It wouldn't was

great. He had been doing business all along
with the idea that adding 20 per cent to the
edst would give him a proflt of 20 per cent
on his business.
Many do It. Every one figuring his profits

In that way Is up against Just,auchproposl-
tions as the above. They never know where

they ..stand, while, If they figure the other

way,~nothlng can undermine, their position.
Of course, the proflt. In dollars and cents, Is
the same« in either case, but the percentage
is what we have to do with, and not one sin¬

gle argument can be conjured up in favor of
figuring tho proflt on the coat,while any
number, of them can be brought to bear is.
favor of tho other method.
Take, for instance, the cas« of a new Arm

about to engage in business. The first thing
they would speculate on would be the amount
of business thoy would bo likely to do. The
next, the amount of proflt the<y should mako.
Suppose they should flx the average amount
of tho latter at 25 per cent, obtaining It by
adding 25 per cent to tho cost of .the goods.
The next thing in order would be figuring
on expenses, and one of the first things la

that connection to be disqúásed;.would be
the cost of selling goods. ¦'Bay they flx this
at 8 per cent. Eight per cent of what? The
cost? O, no! A salesman must be paid on

his sales, and 8 percent on the sales, in this
Instance,' is the same as 10 per cent on the

boat« their general profit wait figured on, an
so they go down the lino, and whsti thoy gi
through they have, say, a profit of 25 pc
cent and an expenie of 20 per cent befot
them, leaving a net profit of 6 per cent ov«
and above everything, a. comfortablo ma:
gin, but unfortunately the? llguro'd the i
per cent, as we have shown, on the Coat, th
20 per cent on- the sales, and they aro on
and tho »ame thing, tlie. profit only exlstln¡
on paper. They do business for a year, talc
«took, find no profit, go over their books
take stock again, and finally wind up b;
suspecting their employés." This is a gooi
example of tho experience of every firm tha
tries to do business on this basis, while, htu
they figured the other way, their posltloi
would have been Impregnable and they neve
would have figured themselves out of then
Just dues.

'«r *
Man Rulni Employer by Ignorance.
I once heard one of the foremost account¬

ant* In New York say of a bookkeeper wht
had figured his profits that way and broughl
his* firm to ruin! "That man was a worst

criminal than the man that steals his flrm'i
money. He ruined hi» employer by accepting
and pretcnomg to bo able to fill a position he
knew nothing about."
The business man always should bear In

mind that a merchandise profit is a gross
profil., and the expenses always must be fig¬
ured against It, It I» not necessary to »täte

that figuring one of these on tho Investment,
the other on the amount of business, must
lead to error. Don't say you understand that
and provide for It. What Is tho use of doing
that, why not figure right In the first In¬
stance? Try and find any advantage to be
gained by figuring the profit on the cost.
There Is nono that I know of. Ask some mer¬

chant, who figures his profit on the cost, the
question.I asked the plumber, and see what
answer you will get. A little study will con¬

vince any one with any business experience
of the Justice of my contention.

'..'...'
How to Figure Profit Correctly«

To.figure the profit on any article correct¬
ly* Subtract tho cost from the selling price,'
the difference, of course, being tho profit.
Divide tho latter (decimally) by the »oiling
price, and the result will bo the true profit,
thus; Cost fti, selling price $8, profit $3, and
S8 Is contained In Ç3 .375 times, showing the
profit In this instance to be îi7V4 per cent
For tho benefit of those who did not read the
former article on this subject, I will repeat
the tablo by which gqiods can readily be.
marked at any of the percentage»common to
business:
To make a. profit or 10 2-3 p«r cent, add 20 per cent

to coat.
To make a. profit of 20 per cent, add 20 per cent to

COBt.
To main a profit of 28 percent, add 83 1-3 par cent

to. cost.
To make a profit of 33 1-3 per cent, add SO per cent

to coet.
To make a profit of 60 per. cent; add 100 percent

to COBt.
Tho highest profit that really can be'mad»

In business is 100 per cent, .and t'ois can be
done only when you get something for noth-;
lng, and, having sold It for something, the
entire transaction Is profit; in all other cases
thé sale being 300 per cent, and the coai
something, the profit Is lesa than 100 per
cent. An article costing 10 cents and selling
for 81 paya a profit of 00 per cent. 10 per cent
being the cost and 00 per cent the profit.
Figure your profits according to the above
table, then try If you can figure yourself cut
of anything.
As to th© methods of proof submitted by

me in these articles from time to time, I
have this to pay. Captious criticism doesn't
amount to anything. Tho man who is con¬
stantly looking for an-argument, and trying,
to frame up impossibilities to prove.his-case,
only Injure» himself. I can say for those
rule» that I recently made an inventory,
amounting to over $3,000,000, and consisting
of over 40,000 hard- extensions and 1,000 pages ¿
of footing. I think I can figure as quickly
and correctly as the next man, but I was glad
to use those rules, proving any extension or
footing I was afraid of by their aid. I was
rewarded for my work by a fine present from
the general manager, In addition to my rt-gtt.
1er compensation, he saying at the same

time, "I would not believe it possible, but
I have had your work carefully examined I
and have not found a single» error," Of '

course, I wasi trying to use those rules, not
abuse them,'
Tho following table shows the Immense ad¬

vantage of quick sales. It Is based on the
careers of four, $100 bills invested In business
for the term of ten years at a profit of 20 per
cent, and turned over with their respectivo
profits at various Intervals. Tho difference
In earning power is almost Incredible, but can
be easily verified:
llOO turned every two years at 20 per
cent profit, for ten year».S 803,18

8100 turned eVory y«iur at 20 per cent
^profit, for ten years. 031.BO
$100 turned every tlx months at 20 per
cent prollt, for len year». 10,814! 10

(100 turned every three months at 20 per
cent profit, fortenyeara.801.7B2.B0

Has Excellent Chances:
By Julius D. Holland.
them to " work " small towns alone, and this
gives them much practical experience in the
delicate art. of soiling goods on tho road.
"I was working In tho stock room oí the

house I am with now," said one of the best
hat salesmen in the business, " when the old
man asked me one day If I would like to go
on the road.. 1 ¿bought ho was joking, but
he explained that-he wanted mo to go on
the road as a helper, not as a salesman. So
I hailed tho offer with Joy, and started out
the next week as a packer to our best sales¬
man.
" We traveled from hero to New Orleans,

over to Los Angeles, and up to Portland.
Then wo came back through tho middle west,
and I certainly had a different idea of tills
country when I returned homo, The second
year that I wont out my boss.'was taken 111
in Kansas City, and the firm telegraphed for
me to make eighteen moro towns which we
had scheduled. I was nervous, but I did tho
trick, and luckily secured $SOOmore business
than my boss had tho season before. This

pleased tho old man,' and the ne£t season

ho sent me out with a line of my own. That
was my start, and I've been."with; the firm
ever since." ..:-

".I left home when I was 18," said another
salesman, who handles clothing, "and.I
' bummed ' around the country doing odd
Jobs, Finally I secured a Job at a hotel in
San Francisco as porter. One day a travel¬
ing man who stood watching mo handle
trunks .asked mo if I would Ulke a position
aa packer. His assistant had quit In a fit
of anger, and. the traveling man wanted a
helper, in a hurry.
VI took: the Job Immediately and he bought

me a now outfit. Well, I staid with that man
for two years and ho taught, mo all that I
know about the clothing business. That Is
certainly tho best .way for a young man to
learn tho business."
Many other traveling men could tell a simi¬

lar tale of starting out as packers, and the
young man who has an Intense desire to leave
tho family hearth and who cannot afford a
private car would proflt by starting out as a
traveling man's assistant.

How a Stenographer Bettered Herself.
MISS SMITH had been the stenogra¬

pher of Jones, Brown & Co, for two
months, and, to express It in her
own way, " was getting dead sore
on the Job." She had fully recov¬

ered from the fears- she at ilrBt entertained
concerning her own Importance, and had
almost learned to get to the ofilce on time
In the morning.
She could tako dictation fairly well, and

had learned to use the typewriter. She felt
aggrieved. She had worked two whole
months, and her salary had not been in¬
creased. Even her new rat, which gave the
hangover effect to her pompadour,'had failed
to bring results, and her now embroidered
sweater did no better.
She resolved to speak with Jones concern¬

ing It. She spoke, and Jones grunted. He
didn't even look up from his desk. So Miss
Smith retired and determined to seek another
position. She waited a few days, to see if
the grunt meant yes'orno, and then, study¬
ing the want ads, she selected two and deter¬
mined to answer them,

*
'

*
How She AppIUid for Her Job,

¦ This Is what she wrote;
X X Y 12S.Pear Sir: Jn answer to your

advertisement I will «ay that I am a young
lady of refinement and good appearance.
I have had considerable experience as a

stenographer and am now employed as con¬
fidential secretary by Jones, Brown & Co.

By D. E. Brand.
" My object In desiring to cbange'my posi¬

tion is that I do not feel that 1am being
treated fairly here. I have to .work from 8 to
0, With no holidays &ni no possible chance
.for an increase In salary, They.seem to
.think that I am a mere machine; with no
feeling whatever. It Is nef sei' much the
work.but Mr, Jones shows me little respect
and I do not desire to remalnjonger in such
a place. He does not regard the 'presence
of ladles. He pays no attention, never ad¬
dresses a kind word or a. smile to any of
his employés, sits in his-ph'i-trleeves, and
uses the cuspidor frequently.
"If you have anything to offer I would

appreciate an answer."
* *

The Answer She Received.
The letters were mailed. Saturday after¬

noon. Monday 'morning Miss Smith, with
her pompadour a trifle.more effectively ar¬
ranged and her paper cuffs a bit more coqiiet-
tlshiy set over her shapely arms, took her
position.three minutes ahead of time,
Jones arrived and, with a short nad, went

to his desk and began opening the mall, Ten
minutes later ho opened a letter and'euddbnly
rat up straight, reading, Then he exploded
with laughter.
" Miss Smith," he called, " Please take die

talion."

Miss Smith arrived with her perfectly
pointed pencil and her pad of paper,
"Now, take this: 'Miss Smith,3234Blank

street,' Yes, that's right," he said, as she
starlçd in surprise.

" You must be mistaken," she hesitated,
" That's my.,(
" Take dictation, please."
" ' We have your noto of Saturday and beg

to assure you that we appreciate your rea¬
sons for wanting to make a change,

* .

Why lie Wat Willing to Change,
" ' We havo been thinking of ohanglng ste¬

nographers, because our present one, who la
of good appearance, In foot actually pretty,
Is bo euro of her own Importance that she does
not attend to business, She cante to us in¬
competent^and green and in two months, at
our exppnso, has Jearnod her business and
made progress on the typewriter, she is
constantly trying to make us believe that wo
are lucky to have her here.and she want» an
Increase In salary,
" ¦ W,e regret that we, too.work In our shirt-

sleeves', and usé the cuspidor frequently, but
we will try to co.ntrol the latter habit If yuu
accepta position hero, and also we will »mile
whenever we look at you.-. Yours sincerely.''
That will do, I think."
{Since they understand each other Miss

Smith and,¡Jones are getting along famously
-rand her raise in salary la in sight.


